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I RE: Camel 2nd HalfZ’98 C.T.S. Promotions 

M 

Vj Camel is currently looking at utilizing multi-pack sleeves with their C.T.S, promotions during 

T 2nd Half/W They would also provide each Region with large high impact displays, with the 

objective of establishing big presence for the offer and the brand. Regions would be given 
the options to execute as follows: 

• Ship sleeves and display directly to the store level utilizing prebooked product. 

• Ship materials to direct account and have them pack product into sleeves, and ship 
packed product and display to stores. 

Bottom-line, the brand wants to establish big brand presence, as stated above for these 
offers. With this objective in mind, would we be better off to get away from presleeved 
product, and ship materials directly to retail or continue to utilize the VAP system? We 
could also discontinue presleeved product, have separate SKlI’s available for sleeves 
and displays, and be able to ship to wholesale or retail depending on our ability to 
utilize VAP, I would appreciate your thoughts on the best way for us to proceed with these 
C.T.S, promotions on or before 4127/98 . 

Call if you have any questions, 
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We definitely agree with having separate SKU’s available for 
sleeves and displays. While in the New York Metro, we would 
probably always ship directly to retail, we are sure other parts 
of the country would continue to ship via VAP. 


Source: https://www.industrydocuments.ucsf.edu/docs/gxvyOOOO 
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